
more people enjoy their jobs, the more
effective they become. By addressing these 2
fundamental areas, Remap are able to improve
performance of existing sales people and to
assist in the recruitment process, ensuring that
newly recruited people actually want to sell.
The huge advantage that Remap’s approach has
is that it provides an opportunity for sustained
improvements in performance. Also, Remap’s
approach never contradicts or competes with
any other training initiative that an organisation
may want to use.

Improving the Performance of
Existing Team Members
In this particular project, Remap started by
providing every member of the team with an
opportunity to look at the areas within sales that
they found uncomfortable, using Remap’s
unique online profiling tool. Remap then helped
each individual understand what they could do
for themselves to feel more confident, happier
and ultimately sell more. Remap also provided
team members with personal coaching until
their work beliefs and patterns had changed. 

Ensuring New Recruits Really
Wanted to Sell
Crucially, as real uplifts in sales began to be
achieved, the Business Unit Director and his
Management team began to use Remap to
profile potential new recruits and provide
interview assistance. They felt that Remap’s
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Training Case Study: How to change your
sales representatives from information
providers to high performing sales people.

Remap have worked in the pharmaceutical
sales sector for 3 years. They recently
completed an extensive training programme
for a Specialist Care Business Unit in a Top 10
Blue Chip Pharmaceutical business. An
independent study ** using data from the
company’s own Field Intelligence
Department reviewed what effect the
Remap profiling and workshops had on sales.

Demonstrable ROI
Individual sales productivity was analysed from
April 2002 until March 2004 – this tracked 12
months’ worth of information before and after
Remap’s intervention.   Copies of the full case
study are available by sending your details to
info@remap.co.uk; however the key findings
are contained below.

The Medical Department was also included in
the process and total business growth for the
period was over 35%.  This increase has been
maintained. Latest figures up to August 2004
show that growth continues to increase at 43%
and sales are still exceeding targets!  Current
sales of the drug are £1.5 million per month and
the business unit presently stands at the top of
the league table of the 7 major pharmaceutical
markets in the world.  

Unique Development
Approach
With over 10 years of experience in helping
salespeople understand and master some of the
key elements of the psychology behind
succeeding in sales, Remap know that many
medical representatives are actually
uncomfortable about using their skill sets to
influence prescribing patterns and increase sales
in certain situations. They are much happier to
act simply as information providers. The second
key premise for their approach is simply that the

UK Achievements
• 25% increase in sales year on year
• Increase in sales revenue of £1.3 million 
• Average £17k increase in sales per 

month per salesperson
• ROI for the project amounted to over 

£3/4 million ***

** Behavioural Sciences Research Press (Dallas, USA)
*** Paired t-test.
N.B. Apart from the normal ongoing training of ITC’s etc, there
were no other additional ‘new’ interventions used during the
period in question

In 2005, the UK NHS will continue to
undergo significant change with several
environmental drivers dictating how this
might unfold. We highlight here some of
those you will need to check that you have
accounted for in your commercial planning.
As sales managers, you should take a
strategic overview on how these changes
may impact on your business. But navigating
your way through the NHS sea of change
will likely continue to be a challenge.

New Structures & New
Directions
Healthcare continues to go in separate
directions in the devolved administrations. In
both Scotland and Wales no Foundation Trusts
are planned. The SMC in Scotland and the
AWMSG in Wales continue to pose problems.
A four-country management approach is now
essential. In England the process of PCT
mergers has begun.

New Targets 
Two important documents came out in the
summer giving a road map ahead to 2008 –
the NHS Improvement Plan and National
standards, local action: health and social care
standards and planning framework
2005/06–2007/08. This latter document set
out clear targets and new standards that the
NHS is expected to reach. The
implementation of NICE technology appraisal
guidance is a core standard and will be
measured by the Healthcare Commission.
There is a return to a focus on local targets and
local health needs assessment. What is the ‘so-
what?’ here? 

New Customers 
As non-medical prescribing continues to
develop, new customers will emerge. The
MHRA continues to consult about further
extensions to allied health professionals. The
number of  independent and supplementary
prescribers, both nurses and pharmacists,
continues to grow and the ENPF continues to
expand. Both nurses and pharmacists continue
to extend and develop their roles. What are
the implications here for the business? 

The NHS Year Ahead
Key Issues for 2005

New Contracts
Both the new consultant and GP contracts are
in place but with problems over local funding.
The new pharmacist’s contract is likely to be
implemented in spring 2005. Agenda for
Change, the new pay banding system for the
rest of the NHS, is also mired in funding
issues. What does all this mean?

New Levers
All Acute Trusts go live with payment by results
in April 2005. It is an area full of new language
and acronyms. What might it mean to the
business? The new GP contract also puts new
levers into place.  Where do your clinical areas
fit into this if they are not specifically cited in
the quality and outcomes framework?

New Processes
There are likely to be 40 NHS Foundation
Hospitals by April 2005. Foundation Trusts are
piloting a more ‘devolved’ system of
accountability and are performance managed
by the Independent Regulator (Monitor). Are
there both threats and opportunities here?
What are they?

New Systems of Care
The new systematic approach to the
management of long-term conditions offers
enormous opportunities. The new CDM
‘model’ must be thoroughly understood.

4 Aster Close, Cavendish Park,
Northampton NN3 3XG
Office: 01604 639631  Fax:  01604 639631
E-mail:  info@remap.co.uk
Web:  www.remap.co.uk

Drug A sales growth v previous year in the seven major
pharmaceutical markets in the world
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Remap’s approach is ‘just perfect for

salespeople!’ Head of Training

“Remap provided us with a fantastic

catalyst for change with their profiling and

workshops.  It’s absolutely unique and

made a huge difference to my business by

delivering astonishing results.”

Business Unit Director

Through enhanced service provision within
nGMS, how can relevant services be further
developed in the community setting?

New Commissioning
PCT commissioning consortia are now
common. Commissioning now operates at
different levels with the arrival of practice-led
commissioning. This will mean that an account
management approach will be required with
large group practices and a good knowledge of
NHS changes will be essential.

New Partnerships
Private independent providers will be bidding
for disease management services in 2005.
National standards, local action brings together
health and social care as never before,
particularly in the care of the elderly. What are
the implications here? 

Conclusions
How widely is all this NHS ‘knowledge’ spread
across sales and marketing? These new
environmental drivers are expected to be in
active play in 2005/6. Are you ready for them? 

Alan Jones is an independent health policy
analyst and adviser and Managing Consultant
for ajc healthcare. He is contactable on
01730265718 or alan.jones28@virgin.net. 

support enabled them to ensure that a true
desire and propensity to sell existed in their new
starters, regardless of their previous sales or
Pharmaceutical experience. This extra
reassurance was extremely important as the
Management team wanted to recruit from fresh
sources rather than from just the “same old
pool” that all the other Pharmaceutical
companies were fishing from.  

Outstanding Results
In less than one year, the Business Unit Director
and his Managers reconstructed the UK sales
team and took them from the bottom of the
Global League table to No1 in the top 7
pharmaceutical markets in the world.  They
continue to enjoy sustained success.

Remap is a highly successful training
organisation  that specialises in increasing
sales performance. To find out how they can
start to help your business increase sales
activity and productivity, contact one of their
team on 01604 639631.


